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Realtor relationships: Northeast Equitable Mortgage is proud to have long 

established relationships with Realtors throughout the region.  

• In a situation where several offers are on the table, having a local, trusted lender 

could be the difference between landing the house or not.  

• Some sellers and real estate agents may hesitate to entertain offers from national 

banks or online lenders because of previous bad experiences, or the fear of relying 

on an internet company to get to the closing table. 

 

Local expertise: Besides knowing the area and the current market trends, Northeast 

Equitable Mortgage is more attractive to many sellers and real estate agents because 

of our being the proven local mortgage experts. The loan gets approved here…locally.   

• From document collection to loan application, and from underwriting to final 

approval, it is all done under one roof.   

• At settlement, a loan officer is there with certified funds for the loan and to go 

through the final documents, and unlike lenders from out of the area, there is no 

waiting or worrying about a “wire” from another time zone! 

 

Personal service: Want to meet face to face and ask questions in person? We are 

happy to do so. This level of service is not available from a website or an app.   

• In an era of being routed through customer service departments, we know being 

local gives us the unique ability to be accessible.  

• Buyers need to move swiftly when they find the right property, so we are proud to 

be available on nights and weekends, something that is critical when it comes to 

getting the seller to accept one offer over others. 

 

Reputation, reputation, reputation: Northeast Equitable Mortgage has an incentive 

to provide unparalleled service because we want to earn referrals for future business. 

• We know that whether there is a great experience or a bad one (we’re pretty sure it 

will be great!), friends and relatives are going to hear about it.  

• We live and work locally, so it is our reputation and livelihood that is at stake. 

The Advantages Of Using A Local Lender  
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In this day and age of being able to shop for anything anywhere, it is important to know 

what you are getting when searching for a lender, and the benefits that come with 

choosing Northeast Equitable Mortgage. 

 

We Are NOT A Mortgage Broker: A mortgage broker is a middleperson or 

“matchmaker” who represents the mortgage loan products of many lenders.                  

If approved, the loan will usually be shifted to a mortgage service provider. Like many 

sales professionals, mortgage brokers charge a commission for their services. Some 

mortgage brokers profit by writing costs into the loan. In the aftermath of the housing 

collapse, many banks stopped working with mortgage brokerage companies. 

 

We Are NOT A Mortgage Banker: A mortgage banker is a company, individual or 

institution that originates mortgages, and uses their own money to fund the loan. After  

a mortgage is originated, a mortgage banker might sell the mortgage to an investor.        

A mortgage banker’s primary business is to earn the fees associated with loan 

origination. Mortgage bankers are limited in their choice of loan options, and may be 

restricted by offering only their own loan programs. 

 

We ARE A Mortgage Lender: Lenders are the licensed professionals who provide the 

money directly to fund the loan, which can lead to more personalized service and 

potential financial savings. When using a local mortgage lender, the buyer will 

personally know who they’re dealing with which can result in a better customer 

experience. From document collection to loan application, and from underwriting to final 

approval, the process is traditionally all done under one roof which can help alleviate 

any challenges that may arise, leading to a smooth and timely closing.  

The Broker, The Banker, Or The Mortgage Lender? 
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Convenience is defined as the state of being able to proceed with something 

with little effort or difficulty.  

 

At Northeast Equitable Mortgage, convenience is our goal. Whether it be meeting 

face-to-face, discussing loan specifics over the phone, or applying online through our 

“Secure Mortgage Application” website, we will be there every step of the way, guiding 

all parties through a smooth transaction and a timely closing. 

In Person, On The Phone, Or Online! 
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The rate a buyer secures can greatly impact their monthly mortgage payment and 

the amount they will ultimately pay for their home. The predictions that rates will 

increase should not stop them from purchasing their dream home now. 

Let’s take a look at a historical view of interest rates over the last 45 years. 

Buyers should be thankful that they can still get a better interest rate than their older 

brother or sister did ten years ago, a lower rate than their parents did twenty years 

ago, and a better rate than their grandparents did forty years ago. 

Interest Rates… Past, Present, And Future! 
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Purchasing Power… What Is It? 

Purchasing power is the amount of home one can afford to buy, for the budget 

one has available to spend.  

 

As rates increase, the price of the house one can afford to buy will decrease if 

planning to stay within a certain monthly housing budget. The chart below shows the 

impact that rising interest rates would have if someone planned to purchase a 

$400,000 home while keeping their principal and interest payments between      

$2,020-$2,050 a month.  

 

As you can see, with each quarter of a percent increase in interest rate, the value of 

the home one can afford decreases by 2.5% (in this example, $10,000). 
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No two home buyers are alike, so the best loan program for one buyer may be  

unsuitable, or plain unavailable, to another. It’s up to the buyer (with our help!), to make 

the right call based on these and other questions: 

• Which loan has the lowest monthly payment? 

• What option requires the least amount upfront? 

• What will cost me less over time? 

• Which loan type is suitable for my credit score? 

• How does my income affect the products for which I’m eligible? 

 

There is no “right” answer to the question, “Which loan type is best?”. 

In fact, the best answer is, “it depends.” That’s why today’s home buyer is fortunate to 

have access to multiple programs. There are no “bad” mortgage programs, just ones 

that do and do not fit a specific situation. Below are some highlights to detail what loan 

program might be the best option.  

 

Conventional loans 

Conventional loans are the go-to choice for many home buyers today. They offer great 

rates, many down payment options, and flexible terms. Many conventional loans are 

often known as “conforming loans” because they conform to lending standards, and 

offer the following advantages: 

• Down payments as low as 3% 

• No upfront/monthly mortgage insurance with a down payment of 20% or more 

• Available for a primary residence, a second home, or investment property 

• Fixed and adjustable rates available with many loan lengths typically between 

10 and 30 years 

• Unlike FHA, mortgage insurance goes away with 20% home equity 

• Loan amounts up to $453,100 and more in high-cost counties 

 

 

The Most Common Types Of Mortgages 
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FHA loans 

FHA loans are the “go-to” loan for about 40 percent of today’s younger home buyers. 

Their popularity is understandable. With small down payment requirements, ultra-

lenient credit score standards, and flexible income guidelines, the FHA mortgage is 

making homeownership available to a wide swath of buyers. Benefits include: 

• 3.5% down payment requirement 

• Credit scores as low as 580 for the minimum down payment 

• Down payment gifts can cover 100% of the down payment and closing costs 

• Lenient income qualification 

 

VA loans 

Home buyers with eligible military service history can qualify for a 100% (zero-down) 

loan backed by the U.S. Department of Veterans Affairs. This option offers lower rates 

than “standard” loans, and there is never any monthly mortgage insurance required. 

Buyers with any type of U.S. military service in their backgrounds should consider this 

loan first. Advantages include: 

• Very low mortgage rates 

• 15- and 30-year fixed loans available 

• Absolutely no down payment is required 

• No mortgage insurance 

• Very lenient about credit scores 
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USDA mortgages 

The USDA mortgage goes by many names: the Rural Development (RD) loan, Single 

Family Housing Guaranteed program, or most commonly, the USDA loan. 

This product targets home buyers who plan to live in rural and suburban areas. It 

offers zero down payment loans to moderate-income applicants. Some highlights: 

• Low mortgage insurance fees 

• Lenient credit score and income requirements 

• Applicants must meet income limits 

• Must be a home within USDA-eligible areas (about 97% of U.S. land mass) 

 

Adjustable-rate mortgages 

Plan to live in your home less than 10 years? An adjustable-rate mortgage (ARM) 

might be right. These loans come with lower rates than the 30-year fixed option. Yet, 

the rate is still fixed for a certain amount of time — usually 5, 7, or even up to ten 

years. It saves the buyer considerable amounts over that time. Plus, it comes with 

built-in safeguards — called “caps” — that limit the amount the rate can rise after the 

initial period. 

• Get an ultra-low rate for up to 10 years 

• The loan starts off with a fixed rate, then adjusts 

• Saves thousands in interest over the first few years of the loan 

• Allows enough time to sell the home or refinance before the first adjustment 

 

Jumbo loans 

What if it is an expensive area? Conventional loans generally allow generous loan 

limits up to $453,100 — and higher in many areas — but even that amount is not 

enough in some high-cost communities. A non-conforming loan, also known as jumbo 

financing, falls outside of many stated loan limits. 

• Mortgage rates comparable with those of conforming loans 

• Fixed rates and ARMs available 

• Loan amounts in the millions are common 
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Find a loan as unique as your home. Northeast Equitable Mortgage is proud to offer 

financing to borrowers with particular needs. From flexible guidelines, to lower down 

payments, and to reduced documentation, there's a specialty niche program that can help 

everyone achieve their homeownership goals. 

 

• Northeast Equitable Mortgage recognizes the special financial and time 

management needs of physicians today. Our Doctor Loan Program provides new 

and established doctors (MD, DDS, DMD, OD, DPM and DO), with targeted 

benefits and simple solutions to meet their home financing needs. 

 

• Whether a buyer thinks they may not have saved enough for a down payment or 

they’re concerned they may not qualify for a loan, the Northeast Equitable 

Mortgage Door Opener program may be the key to unlock their dreams. Featuring 

a low down payment and no monthly mortgage insurance in the payment, we are 

here to help every step of the way. 

 

• No Tax Returns? No Pay Stubs? No Problem! Northeast Equitable Mortgage’s   

“Common Sense” Loan Program is the loan needed when traditional loan 

documentation requirements present a challenge. 

 

• Waterfront views. Game rooms. Granite countertops. Mechanic’s garages. Everyone 

has their own idea of what a perfect home is like, but let’s face it, the perfect home is 

not always available on the market. Introducing the One-Close Construction Loan. 

This custom-tailored loan product offers the chance to both build and finance the home 

of one’s dreams, all with just one application and one closing. 

 

 

Specialty Mortgages…We Have Them!  
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In many markets across the country, the number of buyers searching for their dream homes  

greatly exceeds the number of homes for sale. This has led to a competitive marketplace 

where buyers often need to stand out. One way to show you are serious about buying your 

dream home is to get pre-qualified or pre-approved for a mortgage before starting your 

search. 

Knowing one’s budget will provide the confidence to know if the “home of their dreams” is 

within reach. It’s highly recommended that buyers get pre-approved before they begin 

house hunting. Pre-approval will tell them how much home they can afford and can help 

them move faster, and with greater confidence, in competitive markets. 

A buyer will need to provide important information regarding their credit, debt, work 

history, down payment and residential history. 

The 4 Cs' that help determine the amount someone will be qualified to borrow are: 

1. Capacity: Current and future ability to make payments 

2. Capital or Cash: The money, savings, and liquid investments involved 

3. Collateral: The home, or type of home, that would be purchased 

4. Credit: History of paying bills and other debts on time 

Getting pre-approved is one of many steps a buyer can take to show home sellers that 

they are serious about buying, and it often helps speed up the process once their offer 

has been accepted. 

Pre-Approval… Your Client’s First Step  
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For most people, a home purchase is the largest investment of their lives, and a residential 

mortgage loan is also the largest financial obligation undertaken. We are here to take away 

any stress or confusion with the application and approval process. 

 

The residential loan process is quite simple: A buyer wants a residential mortgage loan, 

and we want to give them a residential mortgage loan. Before that, we want to make sure: 

• They have the means and ability to pay the loan. 

• They have a demonstrated history of responsible credit use (paying your debts on-time). 

• That the property they are financing is sufficient to secure the loan (appraisal value). 

 

Everything else that occurs in this process is designed to address these three items, and to 

comply with federal and state law designed to protect and inform the buyer. When someone 

purchases a home, signing the purchase contract and fully completing a mortgage loan 
application typically kicks-off the mortgage loan process. 

 

The Loan Process  

13 



Here are some of the initial documents one may need when applying for a home loan. 

 

Most Recent Two Year’s Federal Tax Returns (all pages and schedules) 

We want to get the full story of a buyer’s financial situation, and want to make sure 

reported annual income is consistent with reported earnings through pay stubs and 

confirm there are not huge fluctuations from year to year. 

 

Most Recent Two Year’s W-2s 

We will likely require the most recent two years W-2’s from all current employers for 

each loan applicant. If new W-2’s become available during the loan application process, 

we may require those to be produced as well. If a buyer is self-employed, they will be 

asked to provide 1099 forms. 

 

Most Recent 30 Days Pay Stubs 

Pay stubs help gauge current earnings, and help document proof of employment and 

proof of sufficient ability of a buyer to repay the debt created by the loan. 

 

Most Recent 60 days Bank Statements 

When assessing the risk profile, lenders will want to look at bank statements.           

Lenders typically request these documents to see that the buyer has the funds 

available to close, and that these funds have been in the account for at least a few 

months and did not just show up overnight. 

 

Two Forms of Identification 

A buyer will need to provide a photo ID, such as a driver’s license and/or passport. 

Many times a second form of ID will be required. This is simply to prove the buyer is 

who they are claiming to be. 
 

Getting A Mortgage: Paperwork Needed?  
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Here are six key factors that can have an impact on the interest rate: 

 

1. Credit scores: Credit score is one factor that can affect an interest rate. In general, 

consumers with higher credit scores receive lower interest rates than consumers with 

lower credit scores. Lenders use credit scores to predict how reliable someone will be 

in paying their loan.  

 

2. Home price and loan amount: Home buyers can pay higher interest rates on loans 

that are particularly small or large. 

 

3. Down payment: In general, a larger down payment means a lower interest rate, 

because lenders see a lower level of risk when there is more stake in the property. 

 

4. Loan term: The term, or duration, of  the loan is how long one has to repay the loan.  

In general, shorter term loans have lower interest rates and lower overall costs, but 

higher monthly payments. 

 

5. Interest rate type: Interest rates come in two basic types: fixed and adjustable. Fixed 

interest rates don’t change over time. Adjustable rates may have an initial fixed period, 

after which they go up or down each period based on the market. 

 

6. Loan type: There are several broad categories of mortgage loans, such 

as conventional, FHA, USDA, and VA loans. Lenders decide which products to offer, 

and loan types have different eligibility requirements. Rates can be significantly 
different depending on what loan type is chosen.  
 

Factors That Determine The Interest Rate  
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Mortgage insurance is an insurance policy that protects a mortgage lender or title holder in 

the event that the borrower defaults on payments or is otherwise unable to meet the 

contractual obligations of the mortgage. Typically, borrowers making a down payment of 

less than 20% of the purchase price of the home will need to pay for mortgage insurance. 

Mortgage insurance also is typically required on FHA and USDA loans. If required to pay 

mortgage insurance, it will be included in the total monthly payment, in the costs at closing, 

or both. Depending on the loan, mortgage insurance is paid for in different ways: 

 

With a conventional loan, the lender may arrange for mortgage insurance with a private 

company. Private mortgage insurance (PMI) rates vary by down payment amount and 

credit score but are generally less expensive than FHA rates for borrowers with good credit. 

Most private mortgage insurance is paid monthly, with little or no initial payment required at 

closing. Under certain circumstances, PMI can be canceled. 

 

With a Federal Housing Administration (FHA) loan, mortgage insurance premiums are 

paid to the Federal Housing Administration (FHA). FHA mortgage insurance is required for 

all FHA loans. It costs the same no matter one’s credit score, with only a slight increase in 

price for down payments less than five percent. FHA mortgage insurance includes both an 

upfront cost, paid as part of the closing costs, and a monthly cost, included in the monthly 

payment. 

 

If  a buyer does not have enough cash on hand to pay the upfront fee, they are allowed to 

roll the fee into their mortgage instead of paying it out of pocket.  If they do this, their loan 
amount and the overall cost of their loan will increase. 
 

Mortgage Insurance & How It Works  
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With a US Department of Agriculture (USDA) loan, the program is similar to the Federal 

Housing Administration, but typically less expensive. One will pay for the insurance both 

at closing and as part of their monthly payment. Like with FHA loans, a buyer can roll the 

upfront portion of the insurance premium into their mortgage instead of paying it out of 

pocket, but doing so increases both their loan amount and their overall costs. 

 

With a Department of Veterans’ Affairs (VA)-backed loan, the VA guarantee replaces 

mortgage insurance, and functions similarly. With VA-backed loans, which are loans 

intended to help service members, veterans, and their families, there is no monthly 

mortgage insurance premium. However, a buyer will pay an upfront “funding fee.” 

The amount of that fee varies based on: 

 

• The type of military service 

• The down payment amount 

• The existence of any disability status 

• Whether it is a home purchase or home refinance 

• Whether this is the buyer’s first VA loan, or they have had a VA loan before 

 

Like with FHA and USDA loans, one can roll the upfront fee into their mortgage instead of 

paying it out of pocket, but doing so increases both their loan amount and their overall 

costs. 
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There are very specific requirements for loan guidelines during the mortgage process.  

Making any change could mean the difference between loan approval or loan denial.     

Here are some things we recommend buyers DO NOT do during the loan process: 

 

DO NOT Deposit Cash: 

Cash stuffed in a mattress, or buried in the back yard can present a challenge if 

deposited. It is difficult to “prove the source” of cash, and the source of any large or 

unusual deposits are required to be verified. Discuss any cash with the loan officer. 

DO NOT Make Any Large/Unusual Deposits Without The Knowledge Of The Loan Officer:  

Any large/unusual deposit will need to be documented from it’s source with a paper 

trail. Underwriters may question any deposit even if it is not considered large or 

unusual depending on the loan program requirements and circumstances. 

DO NOT Quit A Job: 

Employment may be verified up to the day of settlement. 

DO NOT Make Large Purchases Or Apply For New Credit: 

Credit monitoring will be done during the loan process. If monthly balances/payments 

are increased, or new debt/loans are opened, a loan may be impacted. 

DO NOT Stop Making Timely Payments: 

Falling behind on payments can impact a credit score, which may impact the loan. 

DO NOT Spend Savings On Other Things: 

Spending money put aside to purchase a home could lower available “reserves”, 

which can sometimes be required. 

DO NOT Discard Pay Stubs Or Bank Statements: 

Pay stubs and bank statements  are key documents for proof of employment, and 

proof of sufficient assets  They will be requested in the application process. 

DO NOT Listen To The Mechanic, Dentist, Or Eye Doctor:  

Would one take advice from their lender about their car, teeth or eyes?               

When expert mortgage advice is needed, contact Northeast Equitable Mortgage. 

 

DO NOT’s During The Loan Process!  
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We believe knowledge is power, and it is our goal to be a valuable resource to real estate 

agents and buyers alike. Our online video series is available to everyone at no cost, and 

is developed for easy viewing or promotional sharing. Our daily mortgage/real estate 

industry posts provide topical information to keep everyone up to date on market trends. 

Our Online Video Series & Learning Resources  
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 Northeast Equitable Mortgage, LLC is an Equal Housing Lender, licensed by the PA Department of Banking and Securities,      

the NJ Department of Banking and Insurance and the FL Office of Financial Regulation, NMLS #894392.  

NORTHEAST EQUITABLE MORTGAGE, LLC 

CORPORATE HEADQUARTERS 
 

488 Norristown Road, Suite 241  

Blue Bell, PA 19422 

 

Office # (610) 234-3840 

Fax # (610) 862-6484 

 

www.NortheastEquitable.com 
 

 

@NEMortgageLLC 


